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Icall Products 


Quick Selling Lines Subject 
to Liberal Discounts. 


ETAILERS will find 
known Icall Products 
profitable lines to handle. 


They are in universal demand by Hair- 
dressers, Beauty Specialists, the Medical 
Profession and the Public. 

They are up-to-date in design, perfect 
in workmanship, and beautifully finished 


the 
good 


well- 
and 


THE “ICALITE” 
LAMP (Light and Heat Rays). 
ment of rheumatism, falling hair, &c. 


EVERAY HIGH FREQUENCY VIOLET RAY. 


Very 


efficient apparatus for intensive treatments 


AAD 


Write jor a free 
copy of art caila- 


logue. It contains 
tlustrations (some 
in colour) and 
descriptions of Ultra 
iolet Radiation 
Lamps other 
apparatus for the ¢ 
Electro Medical § 


practice, and also a 
wide range of Elec- 
trical Specialities 
for Hairdressers and 
Home use 


RADIANT MEDICAL 
For the treat- 


LITTLE SAINT 
CROSS ROAD - - 


ANDREW STREET, 


LONDON, W.C.2. 


THE ICALL 
HAIR DRYER, 
or hot and cold 
air douche: Very 
powerful and 
silent running 
motor on ball 
bearings, ensur- 
ing a tremendous 


speed. 


And at 33a, Gordon Street, Glasgow 


Agents for Australasia : 
Kent Street, Sydney, 
House, Lambton Quay, 


Hu.castie, Lro., 341, 
N.S.W., and York 
Wellington, N.Z. 


Agents for South Africa; Central News Agency, 
Ltd., P.O. Box 1033, Johannesburg. 


| 


| 
= 
= 
= 
= 
= 
= 
= 
= -# | 
D = spec 
= 
2 = 
= = 4 
= 
| 
4 


THE ELECTRICAL RETAILER AND DEALER. May, 1927. 


FOR THE BEST RESUL ADVERTISE YOUR “WANTS” IN 


THE ELECTRICAL REVIEW 


Small Classified Advertisement Columns. 


RATES and ORDER FORM. 


** Situations Vacant’’ and ‘‘ Wanted” Sale,’ “‘Articles Wanted,” per line or 

per word **Businesses for Sale & Wanted"’ and ‘‘ Miscellaneous."’ 14/- per inch 
Auction Notices and Educational Notices, 14/- r inch. 

3 Insertions for the price of 2. - ; 8 words to a line. ; 8 lines to an inch. No Reduc for a Series. 


Box Number counts as 7 words. 6d. extra charged for postage on replies. 
Te THE ELECTRICAL REVIEW, LTD., 4, Ludgate Hill, London, E.C.4. 


Please insert the above advertisement for 
fo cover cost. 


Cheques and Postal Orders, made payable to THF 
E.ecrrica. Review, Ltp., must accompany 
PREPAID Advertisements. 


Latest Time for Receiving ‘‘Smalis’? TUESDAY, 5 o’clock. 


The Cleaner that pays—all ways. | BOOKS OF INTEREST 
than “te ALL-BRITISH, BAVC TO THE RETAILER. 


“TURBINET.” It is guaranteed to 


give your customers every satisfaction. 
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Notes and 


Coming Events. 


During the next few weeks several conferences of 
some importance to the electrical industry will be held, 
principal amongst which are the Summer Meeting of 
the Institution of Electrical Engineers, the Annual 
Conference of the Electrical Contractors’ Association 
Allied Associations, and the Annual Convention of the 
Incorporated Municipal Elec- 


MAY, 1997. 


Comments. 


The social functions include a civie reception and a 
reception and dance at Armstrong College. 


The annual conference of the E.C.A. Allied Associa- 
tions is to be held at Scarborough from June 22nd to 
25th inclusive, and some particulars of this appeared in 
our last issue. The most notable events will be the 
presidential address of Mr. H. J. Miles, several 

interesting papers and dis 


trical Association. Although. 
of course, there will not be a 
great amount of effort devoted 


to the interests pure and — 
NOTES AND COMMENTS: 
The Central Scotland Elec- * * * 
The Electrical Contractors’ 

Right Attitude towards The Central Scotland 
Complaints. Necessary Knowledge. Indirect 
Salesmanship. A Better Business Bureau. 
Why Customers do not Return. Shop 
Windows and Advertising. 


SUMMER WINDOW DISPLAYS (illus.) 
DOMESTIC 


simple of the electrical re- 
tailer, we feel sure that the 
retailer will be interested in 
the proceedings, and conse- 
quently a brief outline of these 
may not come amiss. 

The annual convention of 
the Incorporated Municipal 
Electrical Association will be 
held at Buxton from May 30th SOME 
to June 4th. It will be for- (illus.) 
mally opened by the Mayor of 
Buxton on May 31st, on which 
date Mr. R. W. L. Phillips, 
M.1.E.E., will read his presi- 
dential address. The re- 
mainder of the period will be 
devoted to the reading of 
papers and discussions there- 
on, and visits, not the least 


Coming Events. 
tricity Scheme. 


LATEST TRADE 
CATALOGUES. 


Association. The 


SELLING LINES FOR RETAILERS (illus.) 


STOCK-KEEPING FOR THE ELECTRIC 
SHOP, by E. N. Simons. 


LITERATURE AND scheme, with the full parti- 


TRADE NOTES AND NEWS. 


cussions, a short address by the 


CONTENTS new president, Mr. W. A. 


Shaw, of Stockport, and the 
annual general meeting, which 


will be held on June 23rd. 


Electricity Scheme. 


One of the most pleasing 
events of the past month in the 
electrical industry has been the 
publication of the Central 
Scotland Electricity Scheme, 
1927, which the Electricity 
Commissioners have prepared 
und submitted to the Central 
Electricity Board. This 


ELECTRIC FANS 


culars of which we are not con- 
cerned here, deals with an area 
of 4,980 square miles, includ- 


important of which will be to 
the exhibition of electrical apparatus, which each year 
grows in importance. 


The summer meeting of the I1.E.E., which will be 
held from June 14th to 17th at Newcastle-upon-Tyne. 
is more of a social than a business event. A number of 
visits will be paid to various works in the district, 
including turbine and switchgear manufacturing con- 
cerns, and also to shipbuilding yards and coal mines. 


ing reughly the whole of the 
industrial, shipbuilding, and 
coalfield areas of Scotland. It looks forward to the 
area being supplied in ten years’ time by eight capital 
stations, which will be interconnected by a series of 
high-pressure main transmission lines. The trans- 
mission system is designed to form a series of ring 
mains, so that there will be alternative routes to points 
of supply, and consequently greater security against 
breakdown. 
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The scheme, of course, has been generally anticipated, 
but it is very cheering, and highly hopeful for the 
future, to note that the Central Electricity Board are 
not ‘‘ letting the grass grow under their feet,’’ and are 
quickly settling down to their task. The scheme is a 
big one, involving a huge sum of money and a tremen- 
dous amount of work, but we have every confidence that 
the responsible authorities will carry it through to a 
successful conclusion, the benefits of which are fairly 
obvious. Other schemes in course of preparation deal 
with Central England; Yorkshire, Lancashire and 
Cumberland; South-East England, including London 
and the Home Counties; South-West England; and 
South Wales, and it will be interesting to see whether 
the Commissioners and the Central Electricity Board 
will act as expeditiously as they have in the present case. 


* * * 


The Electrical Contractors’ Association. 


In our March issue, it will be remembered, we pub- 
lished a message to the trade from Mr. H. J. Miles, 
president of the Electrical Contractors’ Association, 
Incorporated, in which he outlined the benefits member- 
ship of that Association had to offer. During the past 
week or two this information has been considerably 
augmented by a brochure issued by the Association, 
which can be obtained on application to 15, Savoy 
Street, Strand, W.C.2. This brochure outlines in a 
lucid manner the development of the Association, its 
present status, and in what manner it helps the elec- 
trical contractor in his work; it also deals with the 
allied associations: the N.E.C.T.A., Limited, and the 
National Federated Electrical Association. 


Of particular interest is the fact that the K.C.A. has 
a section specially for electrical retailers, who are 
entitled to all the advantages that membership affords. 
Since this is, at any rate at present, the only organisa- 
tion working on behalf of the electrical retailer, it is 
surely deserving of the support of this section of the 
industry. No one would deny that in the electrical 
development of this country the retailers will play an 
increasingly important part and that consequently they 
should work on an organised basis, such as an efficient 
trade association secures. Many problems have to be 
decided, such as price maintenance, price-cutting, 
‘‘dabbling,’’ discounts, and so on, and unless there is 
some recognised association representing the electrical 
retailers there can be little or no unanimity on these 
points. The ancient fallacy that the lone hand is best. 
that trade associations and trade unions are things to 
be avoided, has long been exposed, and unity is now 
the order of the day. The electrical manufacturers have 
their association, the electrical wholesalers theirs, and 
it can only be to the good of the industry that the elec- 
trical retailers also combine for the voicing of their 
opinions, for maintaining their true trade status, and 
for their own betterment generally. 


* * * 


The Right Attitude towards Complaints. 


A factor that is almost inseparable from electrical 
retailing is the complaint. To avoid this is a wrong 
policy, for, trivial as the grounds for complaint may 
be. the customer making it is entitled to a hearing, 
and he will form a higher opinion of the retailer if 
and when a complaint has been settled to his satisfac- 
tion. This comes from the insight received into the 
dealer’s side of the question, and the pains taken by 
the latter to trace the trouble, if any. to its source. In 


. cause of the trouble, 


(38) 


the matter of lamps, it has happened in the past that 
a customer who has some real trouble tries to strengthen 
the case by returning all the old lamps used, includin: 
some which have obviously had a good life. Care mu.t 
then be taken to discriminate between normal failuves 
and genuine ‘‘troubles.’’ The person making the 
complaint may say something which gives a clue to the 
and so it is advisable for the 
dealer, even after first examination of the lamps, to 
say as little as possible himself until the full facts 
have been obtained. No complaint, whether it con- 
cerns lamps or other goods, should be treated lightly. 
The ideal to aim at is to turn every complaint into 
a purchase and to leave the complaining party eminently 
satisfied. 
* * 


Necessary Knowledge. 


The trader who enters into electrical retailing with 
little or no knowledge of electricity or of the goods lhe 
proposes to sell is running a very grave risk, a risk 
only a few degrees less than that run by the electrical 
expert who enters electrical retailing with only a vague 
idea of selling methods. The electrical retailer, in 
short, should not only have a rather more than working 
knowledge of electrical matters, but he should also be 
versed in the intricacies of retail selling. The one is 
a necessary complement of the other, and, speaking 
generally, it may be said that one is of little value bv 
itself. 

There are, however, several other points of some im- 
portance to be taken into consideration, most of them 
of a local character. Of these, the most important is 
the local electricity supply. The retailer ignorant on 
this point who attempts to sell electrical apparatus may 
be compared with the street hawker who tries to sell 


mechanical toys without’ knowing how they work ; 
guesswork will play a large part in any sales, and 
because of this many customers will be lost. The elec- 


trical retailer, therefore, must be thoroughly conversant 
with all details of the local electricity supply, its 
voltage, periodicity, price, and so on, and he must 
also give careful attention to any changes that may 
take place. In this respect, any such changes are 
always reported in the ELecrrica, Review, and there 
can be no excuse for ignorance on these points. But, in 
addition to this, the electrical retailer must be able to 
say in a moment what will be the running costs of an\ 
particular appliance. Running costs have a direct 
bearing on the purchase price, and both must be given 
to any prospective customer if deception—innocent 
though it may be—is to be avoided. The customer, too. 
will appreciate this information, and in this manner 
a new customer can easily be turned into a permanent 
and satisfied client. A little trouble taken in this 
direction will surely add greatly to the goodwill of the 
business, and every electrical retailer should make it his 
duty to see that he and his assistants are armed with 
this knowledge. 
* 


Indirect Salesmanship. 


One of the finest forms of advertising that any retailer 
can have is the spoken recommendation of a satisfied 
customer. This form of indirect publicity can usually 
be productive of more sales than the most elaborate 
newspaper advertising, especially in the smaller com- 
munities, where most of the inhabitants are known to 
each other. This, of course, is well known to experi- 
enced retailers, but there are, nevertheless, many 


kK 
ft 
a 
ol 
m 
gi 
to 
he 
ex 
fa 
m 
m 
in 
lir 
fr: 
is 
is 
= . 
tiv 
bes 
a the 
its 
pla 
= 


May, 1927. 


retailers who regard a sale merely as the exchange of 
goods for money, and content themselves with treating 
it in that light, utterly disregarding the potentialities 
of the customer, 

Not every retailer, however, appreciates another form 
of indirect publicity of almost equal value: the recom- 
mendation of the influential residents in the locality. 
Of these, the most important are the doctor and the 
parson, the former being the most promising agent 
from the electrical retailer's viewpoint. The doctor 
plays a leading part in the life of his community, being 
interested in preserving the health and well-being of 
those around him, and his word undoubtedly carries 
great weight in the homes which he enters either pro- 
fessionally or socially. 

The electrical retailer should demonstrate to the 
doctors in his locality just what electricity can do to 
lighten labour and preserve the health of the community 
generally. The doctor should be shown how the electric 
washing machine eliminates the ailments due to too 
much unhealthy bending and strain on the back; how 
the electric refrigerator safeguards food during hot 
weather; how the electric iron lessens the housewife’s 
labour; and how each of the other electrical domestic 
appliances has its own story to tell of health preserva- 
tion, not excluding the purer air which results from the 
use of an electric fire. The arrangements for the 
demonstration must differ with varving circumstances. 
but the electrical retailer who takes pride in his work 
must surely give it sooner or later. Undoubtedly the 
doctor can be one of the best and most effective mediums 
for electrical propaganda. and the retailer should not 
hesitate to enlist his services. 


* * * 


A Better Business Bureau. 


Speaking at a luncheon of the Incorporated Associa- 
tion of Retail Distributors recently, Mr. Louis E. 
Kirstein, a noted American business man, outlined the 
functions of the ‘‘ National Better Business Bureau,’’ 
a business society that has a large following in the land 
of dollars. The Better Business Bureau, it seems, is a 
movement for promoting fellowship amongst those en- 
gaged in industry, finance, and retail trading, and also 
to see that its members do not stray from the path of 
honest trading. It attempts tocarry out the precepts of 
**truth in advertising,’’ and if any of its members 
exceeds the bounds of truth, or even if non-members 
fail in this respect, strong steps are taken to put the 
matter right. In other words, the Bureau teaches its 
members to ‘‘ play the game,’’ and in this manner 
increase their business in a legitimate manner. 

It seems to us that a trade society run on similar 
lines would be of genuine value in this country, for, 
frankly, much of the advertising that one sees to-day 
is by no means based on the maxim “fair play 
is a jewel, and truth a casket of jewels.” 

Truth in advertising may sound a bit cold to many, 
and it may seem difficult to write advertisement copy 
without making use of a number of laudatory adjec- 
tives which are apt to deceive, but both these policies are 
best in the long run. The public appreciates being told 
the whole truth and is not, as a rule, slow to express 
its appreciation in tangible form. 


* * * 


Why Customers Do Not Return. 


It is the steady customer who enables the retailer to 
place his business on an established basis. The occa- 
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sional customer who wakes a purchase and then never 
returns to the shop, although adding to your net sales, 
is not helping to build up your trade on a sound founda- 
tion, as is the customer who always comes to you for 
his electrical requirements. These are your best custo- 
mers, and it is to obtain and maintain these that the 
sales stafi should direct its efforts. If you find that 
casual customers are not returning to your shop, you 
should make every effort to discover why, and par- 
ticularly whether it is due to any fault of your own. 
Possibly a customer, urged by disappointment or vexa- 
tion, perhaps because one of the sales staff has erred, 
may be the means of dissuading other people from 
coming to your shop. You owe it to yourself and to 
your business to find out why every customer does not 
follow up a first purchase. 

When such a procedure is adopted, you may be some- 
times surprised at the results. You may discover, 
through tactful probing, that one customer is discon- 
tented because a purchase has been forced upon him by 
an over-zealous salesman, or that a former patron dis- 
continued further purchases because the articles failed 
to give satisfaction. It is valuable to find these out, 
because in the future you will be impelled to fight shy 
of the salesman who tries to palm off questionable 
goods. You may learn to vour regret, but to your 
advantage, that a certain sales assistant in your shop 
is not giving satisfactory service. The successful 
retailer is the one who is giving his customers the best 
service; he is the one who is encouraging his patrons 
to come again, to buy again, to keep the business run- 
ning—which is the course pursued by every progressive 
retailer to-day. People are naturally disposed to 
favour the shop that makes an effort to please them. 


* * * 


Shop Windows and Advertising. 


In connection with the two words ‘‘ sales production,’’ 
there are two little questions our readers should ask 
themselves. Number one is: How often are shop 
windows backed up in Press advertising? Number two 
voes on another line of argument, namely: How often 
are Press announcements referred to in window dis- 
plays ! 

These two points, taken side by side, may seem some- 
what paradoxical. but actually there is a lot of sense 
in them. Take number one, for instance. It is an 
almost everyday occurrence to read an advertisement 
in any local paper which describes at length the goods 
offered by the advertiser, but never a word is there 
about watching the windows in which the goods are 
displaved. Then, with regard to point number two, 
a man may pass the window in a hurry and scarcely 
notice any of the goods displayed. If, however, a large 
window ticket was displayed, and it had something in 
large print about looking in the local paper for the 
firm’s advertisement, it is quite probable that the passer- 
by would spend a few minutes of his spare time in 
turning up the announcement referred to. These are, 
perhaps, only small points, but they make a big 
difference to the sales turnover. 


* * 


NOTE. 


The Editors will be pleased to hear from readers 
on all subjects of electrical retail trading. 
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Summer Window Displays. 


Taking Full Advantage of the Hot Weather. 


URING the hottest part of last year, an electrical 
p retailer in a Londen suburb passed the remark : 
**1’m on the sunny side of the street, and dur- 
ing the hot weather I notice that not so many people 
stop to look in my windows.’’ This was, of course, a 
natural reaction on the part of the public, for the 
shady side of the street is always the most comfortable 
in sunny weather, and it requires something really 
attractive to lure people out of the shade. 

That is just where this retailer failed: he did nothing 
to attract the public to his shop windows. He just 
carried on in the same old style, and lamented the 
failing of the public, 
whereas it was his own 


A display worthy of mention was that of a suburban 
retailer, who was fortunate in having a large window. 
In the centre of the window was a red-haired girl seated 
at a piano, while a man standing behind her was 
demonstrating his lung power. On one side of the 
window, seated in an easy chair, was an elderly man 
reading the evening paper, and on the other side, also 
seated in an easy chair, was mother busily engaged 
in darning socks. An appearance of a sultry night 
was very cleverly created. An electric fan, with 
coloured ribbons attached to show the power of the 
breeze, was on the piano, with a card saying ‘ Try 
this on the Piano.”’ 
That was all, yet the dis- 


lack of initiative that 
was the root cause of his 
wilting sales, 

During hot weather, 
special summer window 
displays will greatly 
assist the sules of cooling 
apparatus for the home, 
such as fans and _ re- 
frigerators. The pros- 
pect ’’ will be in the 
right mood, and_ will 
eagerly consider any de- 
vices for combating the 
hot weather and lighten- 
ing domestic labour. But 
it must be a special dis- 
play. The display that 
is neat and attractive 
along the usual conven- 
tional lines will not, as 
a rule, attain its objec- 
tive. What may _ be 
termed ‘‘summer sell- 
ing punch”? is a very 
necessary element,. and 


play sold more than 
thirty electric fans in 
less than a fortnight. 
The reason was, of 
course, that the display 
had a homely appeal. 


An appeal of rather a 
different nature, the a) 
peal to the senses, was 
that of a West End re- 
tailer, who draped his 
window in lengths of 
coloured velvet. The 
back cloth was of mid- 
night blue, carefully 
hung so that each fold 
should be perfect, and 
with a papier - mdché 
column at each end, 
ornamented in silver and 
blue. On the floor at 
each centre side, at a 
slanting angle, were two 
oval leather mats, dved 
blue, on each of which an 


the more powerful the 
means employed, the 
more convincing will he 
the displav. To the con- 
servative-minded this may sound somewhat of an 
exaggeration, but its truth has been proved up to the 
hilt in the past, as the following examples will show. 
Perhaps, too, these examples will give retailers ideas for 
new and original displays which will prove equally 
effective. 
FAN DISPLAYS. 


That the display need not be directly illustrative of 
the function of the article that is being pushed, and 
that the unusual will attract as much as the standard, 
was aptly shown by a provincial retailer. In his 
window was a charmingly dressed wax model of a girl, 
whose hat was being swept off her head and her skirts 
blown above her knees. The wind, of course, was 
created by two electric fans, which were prominently 
displayed. This is not an event that any woman would 
relish, naturally, but the display attracted considerable 
— and as a result a large number of fans were 
sold. 


Refrigerators, 


Fig. 1.—An Excellently Conceived Display for Domestic 
It comes from America. 


electric fan topped a 
mahogany pedestal, with 
several more fans on the 
mats beside the pedestals. 
The sides of the window were also hung with midnight 
blue velvet. The display was tasteful and attractive. 
and undoubtedly sold a large number of fans. 


Another display that for sheer simplicity and 
effectiveness would take a lot of beating was as follows: 
The back and the sides of the window were draped 
with alternate lengths of blue and yellow cloth, and 
the floor was covered in the same style. In the centre 
of the window was a single pedestal on which was one 
fan from which white ribbons were blown in all direc- 
tions. At the base of the pedestal was a card headed 
‘Summer Breezes in Your Home,’’ and giving the price 
of the fan and its running costs in relation to the local 
electricity supply. 

MONDAY MORNING COOLNESS. 


Other domestic appliances which have a direct summer 
appeal, and for which special displays can be made. 
are refrigerators, vacuum cleaners and electric washing 
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machines. A very cleverly designed refrigerator 
display, an American one, is shown in fig. 1. Of the 
other two, the washing machine is the most difficult 
to show. The following display, however, arranged by 
a large Liverpool retailer may create some new ideas. 

The background of the 
window, which was a large 
one, depicted the rear of a 
small house with a low 
verandah, on which a ram- 
bler rose made a _ brave 
display. Thanks to an 
electrical outlet, the wash- 
ing machine on the veran- 
dah was gaily churning 
away. Apparently one 
batch of washing had just 
been completed, for the 
housewife, represented by a 
wax figure, was posed in the 
attitude of hanging clothes 
on the line across the lawn, 


form of vacuum cleaners with a face mask attached 
to each handle. These stood in a single line across 
the background, enveloped in black cloth draperies. 
Inside the ring, ‘‘ Battling Vacuum Cleaner ”’ had just 
succeeded in delivering the knock-out blow to ‘“‘ Kid 


Drudgery,’’ a pitiful broom 
figure with two hand 
brushes for hands and a 
mask for his face. The 
referee, a very trim and 
smiling housewife, was 
counting time. A _ show- 
ecard in the front of the 
window bore the legend: 


** Battling Vacuum Cleaner 
knocks out Kid Drudgery,’’ 
and underneath this, in 
smaller type, was an invita- 
tion to enter the shop and 
see the vacuum cleaners 
demonstrated. 

In conclusion, there are 


for which artificial grass 
mats were laid. Her little 
boy was playing on the 
lawn with a bat and ball. 
Here again was the direct 
human appeal, and the results were very gratifying. 


THE HUMOROUS APPEAL. 


As a final example we will study a humorous display 
of electric vacuum cleaners arranged by a Birmingham 
trader. A prize-fight ring was reproduced in the 
window, with a sprinkling of spectators in the novel 


Fig. 2.—A General Electric Display of Fans. 


* 


one or two points that must 
always be borne in mind 
when arranging these dis- 
plays. The first is that the 
price of the goods shown 
should always be part of the display, for this is invari- 
ably one of the factors that determines a sale. Even at 
the risk of a display losing some of its effectiveness, the 
price must be given. The second point is that the dis- 
play should never be exaggerated—it should be as near 
to the truth as possible. Exaggeration only provokes 
distrust, and through this many a sale may be lost. 


* 


Some Domestic Electric Fauns. 


The present period is the proper time for pushing the sales of electric fans. In the preceding article we deal with 


special window displays of fans, and 


below we give particulars of some types of fans on the market which can be 


installed in the home, and for which a ready sale should be found. 


THE “SUNCO” OSCILLATING TYPE. 


This fan oscillates in a horizontal plane through an 
angle of about 110 degrees, the motion being readily 
stopped by the simple 
setting of a lever. The 
moving parts are excep- 
tionally strong, simple, and 
quite silent in operation, 
while the provision of a 
safety clutch obviates the 
danger of injury to the fan 
through its movement being 


obstructed. The safety 
clutch operates auto- 
matically in the event of 


the motion being impeded, 
and allows it to reverse and 
resume its oscillatory action 
in another direction. It is 
finished in black enamel 
with gold relief, oxidised 
mounts, and is fitted with 
The “ Sunco” Oscillating 2-speed regulator. <A 
Fan. knuckle joint enables it to 
be used either as a pedestal 
or as a wall bracket fan. It is sold to the trade by 
the Sun Electrical Co., Ltd., London. 


(41) 


*MAGNET” FAN—“GYRO” TYPE. 


This is an entirely new pattern. It is so constructed 
that the body of the motor oscillates through a sweep 
of 105 degrees horizontally : 
and 45 degrees in a vertical 
direction, thus completing 
an elliptical movement and 
giving a maximum air dis- 
placement for a minimum 
current consumption, A 
simple device is provided 
for reducing the sweeps as 
desired down to a minimum 
of 44 degrees horizontally ¢ 
and 30 degrees vertically. 
As a result of this wide 
oscillating range, the total 
area swept by the fan is 
considerably greater than 
that obtained by a fan 
oscillating on one axis only. 
It is fitted with 12- or 16- 
ich blades as desired, and 
can be obtained suitable for 
alternating or direct cur- 
rent of almost any voltage and periodicity. Should any 
obstruction prevent the operating of the oscillating 


The Magnet Gyro 
Fan. 
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Reprinted from ‘* Tar Lancet,” March 26th, 1927.) 


The “Ajax” Portable Arc Lamp. 


HE lamp which has been submitted to us is designed 
as a portable source of ultra-violet radiation to be 
taken to the patient's house and used on the ordinary 

house mains. Such a lamp must obviously be of reasonable 
size and were, simple to use, and capable of running on 
any voltages direct or alternating. The instrument submitted 
consists of a strong metallic case, about the size and shape 
of a large attaché case, heavily nickel-plated, which contains 
a small automatic arc and the necessary resistances. The 
arc itself is permanently mounted at one end of the case 
and is not intended to be removed when in use. This makes 
for safety in handling and for simplicity, as the minimum 
of fitting-up is required. The end facing the arc forms a 
sliding panel which can be completely withdrawn when a 
wide-angled beam, suitable for the irradiation of a large area, 
is required. For localised treatment, the sliding front carries 
a diaphragm and a water-cooled chamber fitted with rock 
crystal windows. The water cooling is effected by a glass 
reservoir on the top of the instrument, convection currents 
causing the water to circulate between the reservoir and the 
as water chamber. This 
he arates| Simple arrangement was 
reported upon| found to be quite effec- 
| inthis article.| tive for the short period 
required—in ten minutes 
the temperature of the 
water had risen only 7 
deg. C., whilst the quartz 
lens, though warm, was 

not uncomfortably -hot. 
The are is formed be- 
tween cored carbons, 
either tungsten-cored or 
so-called polymetallic, the 
latter being cored with a 
mixture of metals designed 
to give intense radiation 
in the region of most 
therapeutic value. On the 
back of the instrument 
three knife switches are 
fitted. One is the main 
switch for the arc, the 
second has two positions 
corresponding to the main voltages of 220 and 110 respec- 
tively. The instrument is sufficiently flexible to allow 
of its use on other voltages varying within 10 per cent. 
of these values. The third switch allows the use of 
the magnetic blower which is fitted to the arc; this is an 
electro-magnet which forces the are forward in the form of 
a flame when in use and thereby increases the output of 
radiation. ‘The main switch has two contacts, one controlling 
the arc in the case and the second switching the current to 
a second arc which is mounted in a hood-shaped reflector 
carried at the end of an adjustable arm attached to the top 
of the case. This are can be used with a rock crystal lens 
applicator as described above, but in this case, no cooling 
device is fitted, the heat not being so intense as for the 
internal type. The instrument takes about eight ampéres of 
current, and was found on test to give a very steady output. 
The case tended to get hot during a prolonged run but, owing 
to the efficient ventilation of arc and resistances, no damage 
was detected. The radiation from the bare are and also after it 
had passed through the applicators was examined with a 
Hilger quartz spectroscope. The spectra extended as far as 
2,100 Angstrom units and the quartz lenses were found to be 
transparent over the whole range. The polymetallic carbons 
gave a spectrum of closely packed lines over practically the 
whole range. A few minor points of design—e.g., the dis- 
position of the switches on the case, call for slight modifica- 
tion, but they are by no means important and are already 

receiving the attention of the manufacturers. 

In general, the “‘ Ajax"’ lamp seems to be very wll designed for its 
urpose—namely, to provide a portable source of ullra-violet rays which can 


“ used over a wide range of varying conditions and for a number of different 
purposes. 


Important Announcement. 


A Rapidly Extending Development in the Trade. 


We (AJAX Lap.), actual manufacturers of High-class 
Electro-Medical Apparatus of all kinds, wish to draw the 
attention of retailers particularly to the new Artificial 
Sunlight Treatment Lamps. 


By the wide publicity given to the subject in the lay 
press, everyone is aware to-day of the extraordinary 
curative effects of the Ultra-Violet Rays and Apparatus 
are being bought for all Hospitals and Clinics as wel! 
as Doctors in their private practices. 

We consider that this trade should be done through 
the usual trade channels: it is an electrician’s job to fit 
up electrical apparatus and we wish to co-operate in the 
closest manner possible with the trade for the supply 
of our Lamps. 

We shall give all help possible for the establishment 
of this trade: we have organised a system of specia! 
one week demonstrations personally attended by an 
expert member of our staff and a system of circularising 
and advertising that calls the attention of potential pur- 
chasers to the fact that all these high-class Electro- 
Medical apparatus can be obtained through their loca! 
electrical supplier. 

Certain tuition is necessary in the handling, use and 
fitting of these Lamps and this is given free either at 
out factory or on the traders’ own premises by arrange- 
ment. 

There are no secrets for an electrician in the fitting up 
of these Apparatus, but certain precise indications are 
necessary to facilitate the handling of them. 


ULTRA-VIOLET RAY GENERATORS. 


We supply three different types :— 


(1) Mercury Vapour Quartz Burner Apparatus. 
(2} Polimetallic and Tungsten Cored Carbon Arcs. 
(3) Tungsten Arcs. 


Various models of these apparatus serve for Collective, 
Flood, Individual, Local and Spot Treatments: we have 
suitable apparatus for all treatments. 

Whilst our standard of manufacture is of the highest 
ay our prices are strictly competitive and in fact, 
ower than current market rates owing to our huge 
turnover. 


Our Trade discounts are most liberal and we encourage 
trade purchasers in every way possible. 


PROPAGANDA. 


We gélvertise extensively in all the Medical papers, and we receive 
enquiries from all parts; when agents are appointed, all enquiries 
from their districts are referred back to them and thus they acquire 
a certain amount of trade without expense or trouble to themselves. 

When our distributing organisation is complete, with Agencies fixed 
in all various parts of the country, a list of the names of such Agents 
will be widely advertised. 

The article in the preceding column is typically descriptive of our 
Apparatus. 

The small Tungsten-Cored Carbon Arc low-priced apparitus illus 
trated on the next page, “sells at sight.” It is very handsomely 
finished and is efficient. 

The Mercury Vapour ty Someta. also illustrated on the next 
page, is a standard model for Medical Practitioners 

We court immediate enquiries which will receive prompt attention. 

We supply all types of Electro Medical Apparatus without exception 


Our book entitled “ Sunticut"’ TREATMENT, published 
at 4/6, Post Free 5/+, gives full particulars concerning 
the Apparatus and the manner of treatment, and is most 
useful to all purchasers of the apparatus. 


AJAX LTD ( Section | — Inventors, Designers, Patentees & Manufacturers, — 
117, 


"Phone: CLERKENWELL 6194. 


CENTRAL STREET, LONDON, E.C.1. 


Telegrams: COOPENCEER, BARB LONDON. 


Cables: COOPENGEER, LONDON. 
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ALBA 


SELLS AT SIGHT - £5 10 0 Standard Medel for Hospital and Doctors’ Use. 


Stand Model Tungsten Cored Carbon Arc Lamp. U.V.R. APPARATUS 
The Best Brits Low UR Tamp vel BURNERS 


FUMasTEN cored |) be wed on) Greatest Efficiency. Lowest Cost 
C) particularly rich — = circuits or Power = 


e ays. absolut 

= Suitable for all automatic in For All 
voltages on either — tioning and re- Voltages. 


Alternating or quires no atten- 
Direct currents. tion when in use. 


DIRECT AND 
ALTERNATING 
CURRENTS 


DELIVERY 
PUREST ALL MODELS 
QUALITY SPECTRO. 
QUARTZ PHOTOGRAPH AS 
OBTAINED AT 
THE NATIONAL 
PHYSICAL 
LABC 
SENT O)} 
MAXIMUM REQUEST 
WEALTH IN EVERY 
U-V. RAYS APPARATUS 
FULLY 
GL ARANTEED 
Price 
Suspension 
Models (Subject) 
from . 
A.C, Model 
£18-18-0 WITH AUTO. 
TRANSFORME 
(Subject). 
£44-0-0 
(Subject) 
APPARATUS 
INSTALLED 
IN ALL 
PARTS 
UNITED 
KINGDOM 
THE Front view 
of the Portable qi 
model is one-fifth 
the actual size = 
and as a Stand — 
one-seventh 
the actual size. 
D.C. MODEL. 
seosopeunoooooooooocoDoodS vase are two my hoods, both mobile, one inside the other 
THE centre eaded . —the inner one fitted with Iris Diaphragm for local or spot treatment. 
end and is ae} een —- [:} | Having both hoods movable enables any angle of incidence desired to 
off at will. | Se obtained. 


clucooooososeooooooooeonoo| To eliminate all question of doubt of the cost of Maintenance, 


Replacement of Burners, in fact, a “‘ guarantee for ever " can 
be obtained on payment of a small quarterly charge. Full 
particulars on request by which “ upkeep” ts placed on a 
definite guaranteed basis. Burners supplied free when required, 
and in fact the whole apparatus replaced should occasion arise 


This are is made on our definite principle of high<lass manufacture only, 
and whilst the price has been reduced to a strict minimum, a full guarantee for 
Five Years is given with every lamp. 

Tungsten Cored Carbons are the most efficient for this class of apparatus and 
burn steadily and noiselessly under the automatic control. 


A quick-break-knife switch is fitted to prevent arcing. | 

The current consumption is almost negligible, being about one unit per hour. ame wr ¢ ad . leublect) £35 ° 0 : 0 
ee Aluminium plate seen between the Lamp itself and the base is part of a | Sinusoidal and Surging current neue “- 

se arrangement which completely prevents overheating. for Galvanism and Faradism (subject) £31: 10: 0 

here is no difficulty in manipulation and nothing to get out of order. High Frequency Sets with 3 electrodes in 
FULL PARTICULARS ARE SENT ON REQUEST. handsome carrying case (sublet) £4: 4:0 

A AX | TD (Sao) — Inventors, “Designers, Patentees & {Manufacturers — 
« \ERD./ 117, CENTRAL STREET, LONDON, E.C.1. 
‘Phone: CLERKENWELL 6194. Telegrams: COOPENGEER, BARB LONDON. Cables: COOPENGEER, LONDON. 
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action. The double worm reduction gear consists of a 


mechanism, a slipping clutch allows the fan blades to 
hardened steel worm and phosphor bronze wheels, while 


continue revolving. The motor is of the semi-enclosed 
series-commutator type, fitted with laminated body and 
poles. A regulator in the base of the fan gives three 
speed variations, and an ‘‘off’’ position, and is 
capable of reducing the speed of the fan by approxi- 
mately 50 per cent. The resistance coils are wound on 
mica slabs and are liberally designed so as to enable 
the fan to be run continuously on any step of the 
regulator. It is manufactured by the General Electric 
Co., Ltd., London. 


* 


THE “ELLIPSO” OSCILLATING FAN. 


The ‘‘ Ellipso’’ oscillating fan, illustrated herewith, 
is the product of Messrs. Berkeley & Young, Ltd., Bir- 
mingham, who claim that its elliptical movement is 
obtained by the simplest gear yet evolved. This move- 
ment is secured through a simple traversing mechanism 
constituted by a single link which is connected to and 
rotates with a slow motion shaft. This link is anchored 
by a universal ball joint to a fulcrum fixed to the 


The Orbit’ Fan. 


the gear box is totally enclosed and dustproof. No ball 
joints are used in the driving mechanism. The current 
consumption is low, being only 30 watts for a 12-in. 
size fan. 


* 


THE “EDISWAN” TYPE H.326/333 FAN. 


Manufactured by the Edison Swan Electric Co., Ltd., 
London, this appliance is for working off direct cur- 
rent, and it can be obtained mounted as either a table 
or a bracket fan. The motor is of the ventilated type, 
with efficient lubrication, ensuring a low-tempera- 
ture rise after prolonged runs. In this convertible 


The Ellipso’’ Oscillating Fan. 


base. The reducing gear that transmits the drive from 
the motor shaft to the slow motion shaft is contained 
in a simple gear box integral with the motor end 
easing. Oneend of the slow motion shaft is located 
outside the gear box for the hinging and the single 
link, which is constructed to turn crankwise and is 
simultaneously capable of increasing or decreasing its 
angularity with respect to its slow motion shaft, thereby 
giving an elliptical traverse. A very simple and 
efficient friction clutch is also embodied. It is supplied 
with 12-in, blades for either a.c. or d.c. supply. 


* * * 


An “ Ediswan”’ Fan. 


THE “ORBIT” ELECTRIC FAN, 


Manufactured by Messrs. Veritys, Ltd.. Birmingham, 
this fan is constructed along rather novel lines, and 
is distinctly pleasing in appearance. It is made for 
both a.c. and d.c. supply, and has a wide range of 
oscillating movement in all directions. An efficient and 
sensitive slipping clutch is provided, making it im- 
possible to damage any part of the fan or gear should 
any obstruction be encountered during the oscillating 


bracket pattern the complete motor is supported on 
trunnions, and the pedestal specially jointed to permit 
of wall mounting when desired. This conversion is 


easily accomplished by means of one screw, and in con- 
junction with the trunnion bearing enables cool air to 
be delivered in any direction. A 3-speed regulator is 
fitted in the base. The motor and pedestal are finished 
in black enamel, while the blades and guards are of 
polished and lacquered brass. 
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Selling Lines for Retailers. 


THE “ SUNVIRAY ” U-V RAY LAMP, 

Manufactured by Messrs. Ajax, Limited, London, this 
ultra-violet ray (artificial sunlight) lamp is intended for 
vse in mild cases, and can be used in the home equally 
as well as the surgery. It is supplied with a quick- 
break switch, which prevents arcing, and separate plug 
holes are provided for the different voltages, 110 and 
220, each of which gives a wide margin for other 
voltages. When switching on the current; the arc is 


The * Sunviray’’ U-V Ray Lamp. 


immediately struck, and the burner will function auto- 
matically until the carbons, which are tungsten-cored. 
are burned out. It is constructed to consume a current 
of 4 to 5 amps., and consequently can be used on any 
ordinary circuit. It does ndét overheat, and a special 
cooling device is arranged over the resistance unit by 
which there is free circulation of air for cooling pur- 
poses. The radiation 1s sufficient to cover the whole of 
the body at a distance of little more than 2 feet. Our 
illustration shows the portable model. 


CASTLE TERMINALS. 


There are still a considerable number of people who 
prefer making their wireless sets to purchasing the 
commercial article, and there are many who like to 
experiment in construction. Among the necessities of 


(b) ** Castle" 
Wander-plug. 


(a) Castle ’’ Spade 
Terminal. ° 


these people are terminals and other small gadgets, and 
there is usually a steady sale for these. The spade 
terminal and wander-plug illustrated herewith are the 


products of Messrs. T. L. Castle, London, who specialise 
in this class of work. They are made of standard 
brass, machined turned, and are designed with a view 
to saving both time and trouble. 


B.T.-H.”” L.F. TRANSFORMERS, 

When the |.f. amplifying valves of a wireless set 
are transformer-coupled, it is important that the trans- 
formers should have no resonance peaks. This object is 
achieved when the windings of the transformers are 
correctly designed and their impedance is as near as 


g42 
AMPLIFICATION CURVES 
WITH B.A. VALVES ~ 


1000 


B.T.-H.”” L.f. Transformer and Characteristic Curve. 


possible to that of the valves used. ‘‘ B.T.-H.’’ Lf. 
transformers have been designed with this end in view. 
They are of the iron-cored, power type, and heavy 
gauge wire is used, this enabling large currents to be 
carried without fear of breakdown. The windings and 
core are correctly proportioned and are protected 
against atmospheric effects and mechanical damage by 
a casing of ‘‘ Abrolite’’—a high quality insulating 
compound. They are made by the British Thomson- 
Houston Co., Ltd., Rugby, in two ratios, 2:1 and 
4:1, the lower ratio being recommended for use in the 
input stage and the higher ratio for use in the inter- 
mediate position. 


THE BASTIAN HOT PLATE, 


As may be seen from our illustration, this domestic 
apparatus is constructed much along the usual lines, al- 


The Bastian’ Hot Plate. 


though the interior arrangements differ and may be con- 
sidered an improvement. The elements are of new pattern 
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Quartzalite, and water can be spilt over them with 
no likelihood of the apparatus being damaged. 
They are fitted to the cast-iron plate which forms the 
hotplate itself. They are easily removable and, if the 
quartz tube is undamaged, they can be rewired at a 
very low cost. It is made in three sizes by the Bastian 
Meter Co., Ltd., London. 


THE “SWANLITE” GLASSWARE UNIT. 


A series of tests have recently been carried out by the 
Edison Swan Electric Company, Ltd., London, to deter- 
mine the distribution of light from their ‘‘ Swanlite ’’ 
enclosed glassware units. Two units, each equipped 
with 200-watt gasfilled lamps, were mounted at a height 
of nine feet above the working plane; the spacing be- 
tween the units was twelve feet, and the intensity of 
light from each was checked at progressive distances of 
one foot from points immediately beneath them. In 


** Swanlite ’’ Glassware Unit. 


each case the maximum intensity was 5-foot-candles, and 
the minimum intensity 1.25-foot-candles. The illumina- 
tion was fairly even, the maximum variation being 
0.5-foot-candles. As may be seen from the illustration, 
the unit is of the flat type. and the maximum intensity 
is therefore in a downward direction. It is specially 
suitable for the illumination of shops and stores where 
goods are displayed on counters, or on shelves with a 
height slightly less than the mounting height of the 
units. 


“UNIVERSAL” TEST AND BATTERY CLIPS. 


Manufactured by the L.P.S. Electrical Co., Ltd., 
London, the ‘‘ Universal ’’ test and battery clip is a 
stamped metal spring clip designed to facilitate the 
making of temporary electrical connections. It is non- 
corrodible, has a wide spread of jaw, and is fitted with 
a strong spiral spring which ensures a perfect electrical 
connection. It is made in two types: one for 
battery charging and one for small radio work. The 
battery-charging clips are heavily coated with lead to 
resist acid fumes, and are fitted with a copper shunt 
to prevent current passing through the spring. 
The small radio clips have strong springs and will grip 
accumulator pillars firmly. They may be used for 
accumulator or h.t. battery connections, tappings on 
transmitting inductances, and so on. 


May, 1927. 


THE “ UNIPIVOT” POINTER GALVANOMETER, 

In this instrument, the movement is enclosed 
in an aluminium case, combining lightness with 
strength, and the compact design renders it easily 
portable, so making it very useful for laboratory work. 
Normally, the movement is insulated from the case, 
but the instrument can be supplied with the case con- 


The Unipivot’’ Pointer Galvanometer. 


nected to the movement, thus enabling it to be used 
with a thermal junction as a wave-meter for wireless 
purposes ; a zero adjustment and a coil-clamping device 
are fitted. It can also be adapted for use as an accumu- 
lator tester and as a cell-testing voltmeter. The scale, 
which has a length of about 75 millimetres, may be cali- 
brated or uncalibrated as desired. Standard ranges 
vary from 0 to 24 microamperes to 0 to 1,200 millivolts. 
It is manufactured by the Cambridge Instrument Co.. 
Ltd., London. ; 


A NEW DESIGN OF CEILING SWITCH. 

The single cord ceiling switch illustrated herewith has 
recently been produced by Messrs. J. A. Crabtree & Co., 
Ltd., Walsall. In this fitting a single cord performs 
hoth the function of switching on and switching off the 


A Crabtree Ceiling Switch. 


current, a single pull being all that is necessary. A 
cord of any desired length can be quite simply inserted 
in the switch acorn. The fitting is made in several 
finishes, and with either a flat base switch or a semi- 
recessed switch. 
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OZONAIR” SEMI-PORTABLE FAN. 

This type of electric fan, which also purifies and 
deodorises the air, has been specially designed for 
general use. It is solidly constructed, and is suitable 
for purifying the air in large rooms, offices, and so on. 
in addition to private houses. The apparatus consists 
of an ornamental metal base finished in oxidised copper. 
The generator, transformer, &c., are contained in the 
base. The air inlet is provided with a renewable metal 


The Ozonair’’ Semi-Portable Fan. 


gauze air filter. Behind the fan pedestal are mounted 
two fuses, and between these a four-way revolving- 
action switch, which permits of regulating fan only, 
ozone strong, ozone weak, and off. It is manufactured 
by Ozonair, Limited, London. 


THE PRESS-BUTTON SWITCH. 
Robustness and durability are the prominent features 
ef this switch, which is manufactured by Messrs. S. G. 
Leach & Co., Ltd., London. It is constructed entirely 
of ‘‘ Ebolite,’’ a highly-polished insulating material of 
jet black colour, and its one spring is made of special 
phosphor-bronze ; the press buttons are not screwed on, 
but are permanently fitted and cannot be detached 


_ The Adnil” Press-Button Switch. 


and lost. To open and to close the switch, a slight push 
only is required, and no trouble is experienced on 
account of the switch or block working loose. To close 
the switch, the button marked with the white spot 
is pushed. Each switch is carefully tested for jigging, 
and is supplied complete with the necessary number of 
black-headed fixing screws. 
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THE * HOTPOINT-MAYTAG " WASHING MACHINE. 

This electrically-driven machine has been constructed 
with a view to mechanical simplicity. The drive is 
situated beneath the tub and works the washer, placed 
in the bottom of the tub, by means of a crankshaft. It 
works on the ‘‘ gyrafoam’’ principle, and has a capa- 
city of 50 lb. of family washing per hour. The tub is 
of aluminium, and is easily adjustable to any height. 
Another feature is the metal, swinging wringer attached 


** Hotpoint-Maytag Washing Machine. 


This swings into seven positions. 
adjusts itself automatically for handkerchiefs or 
blankets, and has an automatic drainboard. The 
suppliers are the Hotpoint Electric Appliance Co., 
Ltd., London. 


to the machine. 


* HEATRAE” COMBINED COOKER AND HEATER. 

This domestic apparatus should find a ready sale 
among residents of small houses or flats. As can be 
seen from our two illustrations, it can be used either as 
a breakfast cooker or as a radiator, the necessary 
change-over being slight. Grilling and toasting can 
be done simultaneously, and it can also bé used for boil- 
ing and simmering. It is strongly made in steel and 


(b), Cooker. 


(a), as Heater. 
The **‘ Heatrae’’ Combined Cooker and Heater. 


aluminium, has no breakable cast parts, and is attrac- 
tively finished in stove black enamel and polished alu- 
minium, with a wood grip lifting handle. It is made 
by Electric Fires, Ltd., Norwich, with either two or 
three spiral elements. 
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Stock-Keeping for the Electric Shop. 


By ERIC N. SIMONS (Author of “ Successful Retailing “, aad 


& proper storage classification scheme should be 
instituted. It is important to know at a glance: 
(1) exactly what the goods are; (2) what quality they 
are ; (3) whose make they are; (4) where they are kept. 


The only way in which this information can properly 
be given is by means of a recording system that embodies 
letters and numbers as symbols. Thus, a stack of 
shelving could be divided into vertical sections each 
vertical section being designated by a letter of the alpha- 
bet. In each of these vertical sections a certain class of 
goods would be kept, e.g., wireless valves, and so forth. 
In each horizontal section—since each vertical section 
would be sub-divided into horizontal sections—would be 
kept a particular kind of wireless valve. Each of 
these horizontal compartments would be numbered. 
Thus, No. 1 section might carry bright valves, No. 2 
dull emitters. In each horizontal section (where the 
class of goods made it desirable) there would be a 
number of drawers, boxes, or whatever kind of bin 
or receptacle might be employed, and in each of these 
would be kept the valves of a particular brand. 
These receptacles would also be lettered. 


T keeping stock of electrical goods systematically, 


If, therefore, the stock-keeper wished to send down 
to the sales counters a dozen Mullard dull emitters, 
he would -examine his stock record and find an entry 
something after this style: ‘‘ A,2.c.’’ He would at 
once go to vertical stack A of his shelves, and take 
out of horizontal section No 2 the drawer labelled 
‘*¢,’”’? in which he would find the valves he wanted. 
It might be regarded as desirable to record the capacity 
or contents of each drawer, which could be done by 
adding a further numeral. Thus, A.2.c.36 would mean 
that drawer ‘‘c”’ either could contain or actually 
did contain 36 Mullard valves. 


* 


In storing goods, those likely to be most often with- 
drawn and replenished should, for preference, be kept 
near the entrance. Heavy articles should be stored on 
the floor, or on the lower shelves, so that the labour 
of lifting is minimized. Goods sold by measurement, 
e.g., wire, should be stored where there is room to 
measure off the necessary lengths. The goods should 
travel progressively from stock to counter, which 
means that the goods which have been longest in stock 
should automatically be the first to go down to the 
sales counters on demand. For this reason, the shelves 
or compartments should, where possible, be so arranged 
that new consignments can be distinguished from 
existing stock. This enables the stock keeper to dispose 
of the old stock before drawing on the new. 


Articles of fair length should for preference be stored 
in racks. Small oddments can be safely kept in bins, 
which should be clearly labelled with contents and 
capacity. Goods likely to be damaged by dust or 
damp should be re-wrapped if the old wrapping has 
burst or worked loose. When cold, damp, dryness, or 
heat, are likely to affect articles, the latter should be 
carefully protected. Above all things, the stock room 
should be adaptable to the varying needs of the 
business. Stocks and their character change constantly, 
and if the stock system is too rigid in its arrangement, 
the recording system will be thrown out of gear. 


To indicate the prices at which they are to be sold, 
goods should be marked in code. These codes consist 
of groups of ten different letters, each letter standing 
for a number. The group is easily remembered by 
stock-keeper and assistants if it makes up a simple 
word or phrase. For example, ‘‘ the lazy fox "’ would 
serve excellently as a price code. 


* 


New Sales Literature and Catalogues. 


Messrs. L. Ltp., Wexham Road, Slough, 
Bucks.—A circular letter dealing with the company’s radio 
apparatus and a blotter and leaflet (priced) advertising the 
‘**Dimic Three receiving set. 

Sapia, Lrp., 30, Ely Place, E.C.1.—List H, containing 
illustrated details of ‘‘ Sadia’ water heaters and auxiliary 
queens, with prices and particulars of running costs. 
Also a folder upon the same subject. 

Messrs. Younc & Lrp., 20, Bloomsbury Street, 
W.C.1.—A net trade price list of electrical materials, acces- 
sories, and appliances. 

Messrs. GARNETT, WHITELEY & Co., Lip., Lotus Works, 
Broadgreen Road, Liverpool.—A series of leaflets dealin 
with ‘‘ Lotus ’’ radio components, including a remote-contro 
system. Illustrated and priced. 

THE MARCONIPHONE Co., Lap., 210-212, Tottenham Court 
Road, W.1.—Coloured showcards illustrating various ty of 
“* Sterling *’ variable and fixed condensers, and examples of 
transformers and chokes. 

Messrs. Warp & GoLpstong, Lip., Frederick Road, Pendle- 
ton, Manchester.—List No. E.12, describing battery elimina- 
tors for radio work, including valve, electrolytic, and d.c. 
types. Priced and illustrated. 

Siemens & Enouisa Execrric Lamp Co., Lrp., 38-39, Upper 
Thames Street, E.C.4.—May price sheet of electrical materials, 
appliances and accessories. 


Messrs. FREDERICK J. Gorpon & Co., Lip., 92, Charlotte 
Street, W.1.—A priced and illustrated catalogue of the leading 
makes of accumulators and dry batteries and accessories. 

Tse Hart AccumunatTor Co., Lap., Marshgate Lane, Strat- 
ford, E.15.—A purse folder containing an attractive pamphlet 
giving prices and details of ‘‘ Hart’’ radio batteries. 

Messrs. Courtney, Russet. & Co., 65a, Holborn Viaduct, 
E.C.1.—A leaflet illustrating five examples of crystal electric 
lighting fittings. 

Tae Epison Swan Exectric Co., Lrp., 123-125, Queen Vic- 
toria Street, E.C.4.—This company has sent us a complete set 
of its catalogue section in a tidy binder. The sections are 
well illustrated and priced, and cover lamps, lighting fittings, 
fans, heating and cooking apparatus, instruments and meters. 
batteries, accessories, d.c. and a.c. motors, and radio 
apparatus. 

Berry’s Etecrric, Lrp., 85-86, Newman Street, Oxford 
Street, W.1.—I'wo pamphlets giving particulars and prices ©! 
the ‘‘ Wilton ”’ fire and the ‘‘ Fleur-de-L.is *’ basket and dogs 
The illustrations show these to be handsome additions to the 
** Magicoal series. 

Mr. ALLAN Wricat, 124, Chancery Lane, W.C.2.—A booklet 
containing particulars and prices of ‘‘Inventum”’ electri: 
water-heating appliances. 

Tue Weston EvectricaL Instrument Co., Lrp., 15, Great 
Saffron Hill, E.C.1—A priced and illustrated booklet dealing 
with the company’s voltmeters, milliameters, galvanometers. 
and so on, for wireless purposes. 
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May, 1927. 


Trade Notes and News. 


The Secre of the Radio Manufacturers’ Association has 
sent us particulars relating to the National Radio Exhibition, 
which is to be held from September 24th to October Ist. Full 
details will be published in a later issue, but in the meantime 
it is interesting to note that the stand positions will be allotted 
by ballot among firms whose applications are received by June 
14th. The primary ballot will be for exhibitors at the 1926 
exhibition. 

From Messrs. Ajax, Limited, we have received a copy of a 
book published by them entitled ‘‘ Sunlight"’ Treatment. 
This deals in a practical manner with the medical benefits of 
ultra-violet irradiation, and gives a list of the maladies that 
definitely yield to this treatment, and the correct method of 
treatment in each case. Authoritative articles deal with the 
benefits of treatment, skin effects, and so on, and the book con- 
cludes with a description of the various U-V ray apparatus 
“+. by Messrs. Ajax, Ltd. The book is priced at 


Mr. A. W. Saulter has granted a sole licence to Messrs. Hugh 
Stevenson & Co., Ltd., Manchester, for the manufacture of 
his patent coiling device. 


The General Radio Co., Ltd., has purchased Radiobats, Ltd., 
and has thus secured control of an English high-tension radio 
battery factory producing 7,500 cells per week. 


A company known as Lectro Linx, Ltd., has been formed 
with offices at 1, 2 and 3, Ashley Mansions, Vauxhall Bridge 
Road, 8.W.1, to undertake the exploitation of the “‘ Clix”’ 
specialities. 

Two local exhibitions of electrical domestic appliances and 
radio goods, one at Dover and one at Deal, were recently held 
by Mr. C. O. Clark, a well-known electrical retailer in those 
towns. The two exhibitions were a great success, being visited 


TRANSFORMERS 
COMPONENTS 


by more than 3,500 people in four days, and a hap number of 
orders were taken for radio sets, electric lighting fittings, cook- 
ing apparatus, and vacuum cleaners. Our illustration shows 
one of the radio stands. 


Messrs. Weight & Bradley, wireless engineers, have opened 
premises at 14, Cross Street, Reading. 


The County Electrical and Wireless Stores, Ltd., Deal, has 
closed its premises at 7, South Street, and the business will 
now be carried on at 19, High Street. 


Messrs. A. Emanuel & Sons, Ltd., have opened a new elec- 
trical fittings showroom at 9, George Street, Manchester 
Square, W.1. A very wide selection of lighting fittings is on 
view. 


THE ELECTRICAL RETAILER AND DEALER. 


_ Messrs. Hough Bros., radio engineers, have opened premises 
in High Street, Huntingdon. 


The Mullard Wireless Service Co., Ltd., has opened a new 
depét at 13, Deansgate, Manchester. ‘IHe depét will carry 
large stocks, and is under the management of Mr. Y. W. P. 
Evans. 


Mr. J. E. Dawson, radio engineer, has opened new show- 
room premises at the corner of High Street, Boston. 
Messrs. Curry’s, Ltd., dealers in wireless and electrical goods, 


have opened a new branch business at 61, Hallgate, 
Doncaster. 


The Fulham Electricity Department is to make an immediate 
start on the erection of new showrooms on the Fulham Road 
site. The total cost is estimated at £13,000. 


We learn that the Nantwich Electrical Co. has recently 
opened new premises at 4, Church Lane, Nantwich. 


The Bristol Electricity Department has made arrangements 
to give demonstrations in electric cooking at its showrooms. 
Bristol electrical retailers should benefit from this. 


The new works of E.gecrrotux, Lap., at Luton, were for- 
mally opened by Sir Robert Horne, K.C., M.P., on May 18th. 
A large and distinguished company, including many well- 
known electrical men, journeyed down from London to attend 
the ceremony. The various processes connected with the pro- 
duction of the “‘ Electrolux’ refrigerators and vacuum 
cleaners were inspected. The output of both of these 
specialities is already considerable, but it will be doubled in 
the course of a few weeks. 


We are informed by the Midland Electric Manufacturing 
Co., Ltd., that the prices of ‘‘ Memette "’ switches have been 
considerably revised. 


Pritchett & Gold and E.P.S. Co., Ltd. (in which is incor- 
porated Peto and Radford) have appointed Mr. F. H. Durrant 
as their district representative for Northants, Beds., Berks., 
Bucks., Herts., and Oxfordshire. 


A “ Brighter Homes "’ Exhibition is to be held in the Music 
Hall, Aberdeen, from September 30th to October llth. The 
exhibits will embrace heating, cooking, lighting, and labour- 
saving appliances. 


Mr. F. Sandler, wholesale electrical and wireless factor, 
has removed to larger premises at 2, Mayes Street, Shudehill, 
Manchester 


Mr. Leonard J. Ive, electrical and wireless engineer, has 
opened new showroom premises at 11, The Parade. 


“One step won't take you very far, 

You've got to keep on walking. 

One word won't tell folks who you are 
You've got to keep on talking. 

One inch won’t make you very tall, 
You've got to keep on growing. 

One little ad. won't do at all, 
You've got to keep ‘em going.” 


From The Stamp Collector's Fortnightly.” 


3 
Supplement to he 
. . . 
A 
t 
| 
re 
. . = 
O! 
at 
(v) 


a THE ELECTRICAL RETAILER AND DEALER. May, 1927. 


LLANBEDROG MOUNTAIN. NR. PWLLHELI 
Photograph by kind permission of L.M. & S. Railway 


The FAN SEASON 


When thoughts turn instinctively and with- 
out effort to holidays and holiday resorts, 
that is the time to think also about the 
selling of electric fans. Our summer is 
elusive and all too brief, but profitable 
business is done by those Electrical Retailers 
who are prepared with an adequate stock of :- 


‘COSMOS’ FANS 


“Cosmos” Fans are efficient and dependable 
Send at once for the new season’s catalogue 


METRO-VICK SUPPLIES LIMITED 


(Proprietors: Metropolitan-Vickers Electrical Co. Ltd ) 


155 Charing Cross Road, London, W.C.2 
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